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A LARGE FIGURE ALWAYS ATTRACTS ATTENTION. 
THE 


San Francisco Examiner 


Published 17781 more advertisements 
during ten months of this year than 
any other San Francisco paper, which 
conclusively proves that the people of 
California know a sides wae when 
they see it. 


DO YOU know a Good Thing when wu see it? 


If you do, then use the 


SAN FRANCISCO EXAMINER. 


SWORN AVERAGE: 
Daily Circulation, . - - ~ 64,216 
Sunday 4 - - - - 74,950 
Weekly “ - - - 72,500 








E. KATZ, - -  £Eastern Agent, 
Rooms 186 and 187 World Building, 
N. ¥. CITY. 
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ELECTROTYPES 
COST MONEY 


And so do the postage stamps and boxes 
necessary for mailing them. | 
.A majority of large advertisers now use 
electrotypes. ...- . by 

To make and forward a niin 
electrotypes requires a large outlay. 


One Electrotype, One Order 


only is needed to insert an advertisement 
in the 1450 local papers of the 


Atlantic Goast Lists. 


LULL <i 


This one electrotype and this one order 
wil! place the advertisement weekly 
before more than one sixth of all the 
| country readers of the United States. 





CATALOGUE UPON APPLICATION. 


Attantic Coast ists, 


134 LEONARD STREET, NEW YORK. 
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KEEPING TRACK OF RETURNS. 
‘By ‘‘ Speedland.”’ 


Tracing returns from general adver- 
tising is very difficult—many advertis- 
ers say hopelessly so. 

In the first place it cannot be accur- 
ately done—that is every sale traced to 
every medium—but often such a good 
estimate can be formed that, added to 
the trained instinct of the advertiser, 
few, if any, poor mediums will be used. 
Thus mediums that are entitled to 
business would get more of it, and 
those*giving no benefits would meet 
their proper fate, and we should hear 
less about money being wasted in ad- 
vertising. 

A system used by the Felt & Tar- 
rant Manufacturing Co., Chicago, to 
learn the sources of sales of their Comp- 
tometer, gives them great satisfaction, 
Mr. Felt saying that they learn the 
source of nearly all sales. Semi-an- 
nually this letter and postal card are 
sent to each purchaser of the instru- 
ment during the preceding six months : 
Mr. John Smith, Torpidity, Conn. : 

Dear Str—We spend considerable money 
in advertising, and are desirous of knowing 
where it is placed to the best advantage. 
Therefore if you will fill out the inclosed blank 
postal and mail it, you will confer a favor 
which will be appreciated. 

Yours very truly, 
Fevt & TARRANT M’r’c Co, 

The inclosed postal card is as fol- 
lows: 





Mr. John Smith, City of Torpidity, Conn., 
| believes that it was in the —— —— he saw 
advertisement of the Comptometer, which 
caused him to investigate and purchase one. 














This system would only be of use in 
the case of a certain class of goods. 

Then some advertisers try the sam- 
ple or catalogue ad. That is, they run 
a notice in the papers they have been 
using, offering free samples or cata- 
logues to all who write for them. This 
does not work satisfactorily for many 
reasons. The other day a prominent 


flour manufacturer told me he offered 


to send free a good receipt for making 
biscuits to all who applied. ‘‘I got a 
couple of answers, that’s all,” was the 
remark, ‘‘and if I had been a new ad- 
vertiser, I would have been convinced 
advertising was no good.” 

General advertisers often concen- 
trate their efforts on one territory, work 
that thoroughly, and sweep on to the 
next, leaving, however, some advertis- 
ing still running in the district just 
covered. But this does not individu- 
alize returns, the local business increas- 
ing generally. 

An advertiser like Hood, who ad- 
vertises in so many different ways, 
could scarcely expect to trace results 
or test mediums. For instance, Peleg 
Waffles may start for his office, seeing 
Hood’s ad in his newspaper. Then 
he may pass a huge poster with the 
announcement on it, and next a card 
in a drug store window catches his 
eye. The only method in this case is 
to ascertain the local amount of adver- 
tising, compare it with the local sales, 
and prune or fertilize the ads accord- 
ingly. 

Then it must be remembered that 
results come sometimes from sources 
which are not recognized or thought 
of, although these latter may be doing 
steady and remunerative work. One 
of the best and closest systems for 
general advertisers is that recom- 
mended by a former manager of the 
business department of two of the 
largest baking powder concerns: 

‘* To appreciate the many advantages 
of this system,” he says, ‘‘ one must 
see it in operation, and a man with any 
knowledge of the business cannot fail 
to recognize that it is a most valuable 
method, although it does not give ab- 
solutely exact information. Approx- 
imate information, however, used in- 
telligently, is excellent. 

‘* The essential point is that there 
should be a close connection between 
the sales department and the advertis- 
ing department. 

“The salesmen visit every town, 
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calling upon all retailers, and from this 
and other sources, obtaining the requis- 
ite information, which is transferred to 
a blank form, one being mailed from 
each town. The information covers 
these points: First, how much each 
retailer sells; second, from whom he 
buys his goods; third, the papers in 
the town, with the ones carrying the 
ads of the concern, and fourth, the 
class of people in the place. 

‘* Now, for instance, take Arkansas. 
Working the State in the way men- 
tioned, I was surprised to find that 
there were only five towns in the State 
worth advertising .in for high-class 
goods, and occasionally a paper worth 
going in. Yet we had been spending 
money in every paper in the State. 

‘*As the different salesmen went 
through the same territory, the cards 
of each were compared, and we then 
got concentrated information, being able 
to tell at a glance how things were 
going. 

‘* We knew where the retailers got 
their goods, if they bought direct or 
from jobbers. We also found the per- 
centage of competitor's business, as 
compared with our own. The sales- 
men would ask how much was sold of 
other brands and how much of ours; 
then the average was taken. So we 
were able to tell the relative positions 
in each place. Next year we could 
tell whether our sales had increased or 
decreased in proportion to that of our 
rivals. 

‘* Then individual instances come up 
which are very striking and convincing, 
but it is not necessary to cite individual 
instances. 

‘* Now, asall this information is on 
a card, we simply refer to the card when 
a question of renewal comesup. I 
would see what papers of that section 
we were in, the relative value of the 
mediums. Sometimes we would drop 
one paper ina town, and try another. 
If sales fell off, the assumption was 
that we were losing because, we had 
gone out of the other paper. It is 
very simple when once in operation, 
although seeming complicated at first 
glance, and it seems to me the only 
way by which returns from general ad- 
vertising can be traced at all satisfac- 
torily.” 





——- 4 > 
The Editor—I like this poem ; it is 
capital. 
The Poet—Yes ; I hope so; but—how much? 
—Truth, 
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COMMON TOBACCO ADVERTISE. 
MENTS. 
‘By John Z. ‘Rogers. 

Of all the advertisements of various 
articles those of tobacco appeal to me 
as the worst. 

Just why this state of affairs exists 
is difficult to understand, for there ap. 
pears no reason why tobacco advertise. 
ments should not be as well worded, as 
forcibly illustrated, and as well dis. 
played as those of shoes, hats, cloth. 
ing or any article either of necessity or 
luxury. ; 

They are, as a rule, well displayed 
as far as position is concerned, but 
they lack argument and force, and in 
the majority of cases the illustrations 
have little or no bearing upon the mat- 
ter relating to the quality of the goods, 

A recent advertisement of a certain 
plug tobacco (Old Honesty) occupies 
100 agate lines, of which nearly half is 
devoted toa picture of a jockey driv- 
ing a trotting horse. The picture is 
bad and the horse is a cart horse and 
not a thoroughbred. Under the cut, 
in big black-face type, is this line: 
**8 points.” The ‘ points” which 
follow are supposed reasons why every 
one should use the tobacco, but the 
alleged connection has not the slightest 
bearing on the cut. Here are the ‘8 
points ” : 


1. It’s the best. 
2. It lasts. 
3. It’s a pleasure to chew it. 
4. It satisfies. 
5. Always the same. 
6. Everybody praises it. 
7. You will like it. 
8. You should try it. 
Ask for it. Insist on having it. 


Comment is unnecessary, for not one 
of the ‘‘ points” would appeal to a 
thinking, intelligent reader. 

An advertisement of a certain smok- 
ing tobacco, with a bovinine name that 
in itself is not calculated to entrance 
smokers, represents a set of pipes, en- 
dowed with human extremities, driving 
away cigars which are similarly fav- 
ored with facilities for locomotion. 
The cut is intended to convey the idea 
that pipe-smoking is superseding that 
of cigars. Yet there is no argumen} 
in the text that might convert the 
doubting reader. The entire advertise- 
ment is as devoid of forceful argument 
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as that of the chewing tobacco, or, in 
fact, nearly all tobacco advertisements. 
They consist of repeated statements 
that ‘‘it is the best,” but give no rea- 
son why it is the best. 

Users of tobacco are neither fools 
nor madmen, and they will not buy a 
certain brand of tobacco on the strength 
of a bald statement that ‘‘it is the 
best.” 

They want to know wy it is the 
best. If I was to write an advertise- 
ment for a chewing tobacco, I think it 
would run something like this : 


We Don’t Apvise You 
to chew, but every man who chews 
should 
CHoosE THE Best Tosacco. 

Marsh Mellow is the best, because: 

It is made of the entire natural leaf. 

It contains but a small per cent of 
artificial sweetening. 

Only the best licorice is used in 
flavoring. 

It is free from stems and other foreign 
substances. 

For matter to follow the picture of 
pipes vs. cigars, I would suggest this 
advertisement for a smoking tobacco : 

Do you smoke? Cigars? Why 
not a pipe? A pipe is cleanlier, more 
enjoyable, and cheaper than a cigar. 
Cleaner, because the nicotine is ab- 
sorbed by the pipe and stem, and not 
taken directly into the mouth. More 
enjoyable, because it is. We haven’t 
time to tell you why, ask any pipe 
smoker—or watch him smoke. 

Cheaper, because the price of one 
cigar will buy a half-dozen pipe-fulls 
of Comrort Tosacco. 

Comfort Tobacco is second to none. 
Some tobaccos smoke hot, bite the 
tongue, dry up the blood and injure 
the lungs. 

Comfort doesn’t, because it is pure 
and moist. It gives a pleasant, cool 
and healthful smoke. 





A Severe Test.—Stranger : Call your 
or, a great advertising medium, do you? 
tisn’t worth shucks, I put in an advertise- 
ment last week and didn’t get an answer, not 
one. 

Editor—My! my! 
tisement worded ? 

Stranger—A poor young man wants a pretty 
wife who can do her own housework.—New 
York Weekly. 


How was your adver- 
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CLASS JOURNALS. 
‘By Charles XN. Kent. 


The commercial prosperity of a 
country is increased or retarded by fa- 
cilities given or withheld, for new inven- 
tions, improvements in design and 
manufacture, exchange of commod- 
ities, and newspaper advertising. 

Manufacturers and dealers of a par- 
ticular class early availed themselves of 
the advantages to be derived from asso- 
ciations or guilds wherein general inter- 
ests were discussed and general plans 
for production and sale agreed upon. 
As the first step after the formation of a 
political or sectional party is to estab- 
lish ‘tan organ,” the “trade” or 
** class” journal came into existence as 
acorollary to these guilds and associ- 
ations. It has been said that ‘‘ igno- 
rance lies at the two ends of knowledge;” 
and also that ‘‘ strong convictions are 
found at the two ends, but that doubt 
lies in the middle. 

‘*A man believes firmly because he 
adopts a proposition without inquiry, ” 
says DeTocqueville. ‘* He doubts as 
soon as objections present themselves; 
but he frequently succeeds in satisfying 
these doubts, and then he begins again 
to believe. This time he has not a dim 
and casual glimpse of the truth, but 
sees it clearly before him, and advances 
by the light it gives.” 

It is the object and mission of the 
trade journal to act both as a me- 
dium for intercommunication of ideas 
for the particular class to which it be- 
longed; and to suggest or discuss mat- 
ters that may be of general interest or 
benefit from a business standpoint to 
that class. It represents an associ- 
ation and in a sense addresses each of 
its readers in the name of all the others, 
exerting an influence over them in pro- 
portion to its own ability to give and 
their capacity to take and profit by 
such facts, statistics and ideas as may 
be valuable both in theory and practice. 

Of so much importance have the 
class journals now become that they 
number in the aggregate not far from 
five thousand, or fully one-fourth of 
the total number of newspapers pub- 
lished. It is true that some are infe- 
rior in merit and circulation (and this is 
also true of the secular press), but 
many of them show unmistakable evi- 
dences of prosperity, of authority and 
of influence. They represent a capital 
in excess of that used in the publica- 
tion of most daily papers, and are ed- 
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ited by experts of the highest ability 
and most extensive critical knowledge. 

Most naturally these experts are 
those who have graduated from of are 
still actively engaged in the business 
or occupation to which their journals 
are devoted, and hence the objection 
that has sometimes been raised, with 
‘*neither rhyme nor reason,” that the 
paper is zo¢ a paper but a circular; 
but who so well able to conduct the 
‘*class journal” as one who is most fa- 
miliar with all the topics to be treated 
therein, or who would say that the 
Herald or Sun were not newspapers 
because Bennett and Dana were jour- 
nalists. Such objections are a rem- 
nant of colonial reasoning when no 
newspapers were permitted to be car- 
ried in the mails because, forsooth, they 
were printed and sold like merchan- 
dise, while the mails were intended 
only to convey ‘‘information between 
man and man.” It is to the business 
men we look for the prosperity of our 
great commonwealth; it is the business 
men who demand and sustain the 
**trade journal,” and the trade journal 
is such an important factor in our af- 
fairs that it must surely grow with our 
growth as a nation and increase in im- 
portance and influence as our own com- 
mercial prosperity advances. 





PERIODICALS ON THE ELEVATED 
RAILROADS. 


By G. A. Sykes. 


The publishers of many papers con- 
sider themselves particularly fortunate 
if their publications are handled by 
the Manhattan News Co. The general 
impression is that the periodicals dis- 
played on the New York elevated rail- 
road stands receive good advertising. 

True, a more or less valuable adver- 
tisement is obtained in this manner, 
but the only advertising worth much is 
obtained by the papers that pay the 
elevated news company for the privil- 
ege of displaying bills. This is an ex- 
pensive luxury, and one paper after an- 
other has tried it, eventually finding 
that the somewhat costly poster did not 
bring as much from gross sales as the 
expense of the advertisement. 

The writer saw at various stands on 
the Third avenue ‘‘ L” road bundle 
after bundle of periodicals being re- 
turned, these returns evidently cutting 
very seriously into the profits of the 
various publishers. 

On the Third ‘avenue line some 
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stands are good, others indifferent, ang 
still others not worth running. Among 
these latter are the uptown stations at 
Canal, Ninth, Fourteenth, ‘Twenty. 
third and Thirty-fourth streets. That 
this fact is realized by the corporation 
working them is evidenced, as these 
stands are not opened until the after. 
noon, the business even then being 
very slender. 

The Bridge stand is a good one for 
dailies, the Fourteenth and Twenty. 
third streets for magazines, while 
Thirty-fourth and Forty-second streets 
are well patronized by people who are 
traveling. 

Going uptown, Eighteenth street 
has no stand, while the same is true of 
Twenty-eighth street, the latter having 
no stand on the down-town side either, 
Down-town passengers who get on at 
Eighteenth street, before 10 A. M., can 
purchase city morning papers there, 
but after that the stand is closed for 
the day. 

On some of the stations the news- 
stands are inside, on others outside, 
and on wet days the outside periodicals 
often get considerably dampened. ‘This 
was impressed upon me forcibly, for 
the day was a wet one when I went 
the rounds. 

Many of the periodicals placed for 
sale are put out month after month, 
and the majority of them returned to 
their publishers, although some of them 
are advertised by means of posters. 
There are, as instances, College Fra- 
ternity, The University Magazine, 
Art in Advertising, The Humanita- 
rianand The Mother's Nursery Guide. 
While these are no doubt excellent pub- 
lications in their way, still they are 
practically trade, or class, journals, 
and the classes reading them do not 
buy their own particular literature at 
news-stands. 

The weeklies sell well, Puck, Judge, 
the Ladies’ Home Journal, Harper's 
Weekly and others pleasing the pas- 
sengers, while one trade paper seems 
to be bought freely. the A/usical 
Courier. 

All the well-known magazines are 
sold at these stands, and each stand 
will sell an average of twelve copies of 
each of the leading monthlies. The 
news people know pretty well what will 
sell and what will not, and distribute 
accordingly. Thus, fifteen Pucks, 
twelve Jilustrated Americans, and 
twenty Scribner's Magazines will be 
given to the boy at Twenty-third 
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street, while he will only get one copy 
each of the Engineering Magazine, 
the Stockholder and the University 
Magazine. 

The names and numbers of copies 
of every paper on all the ‘* L” stands, 
as far as Forty-second street, were 
taken on November 28, between the 
hours of 11 A. M. and 3 Pp. M. The 
morning papers, therefore, had been 
either sold or packed away for returning, 
while the evening papers had not come 
up. Among the magazines it was no- 
ticed that the Century and Lippincott’s 
did not figure as prominently as they 
should, but that is because they were 
not out for December, while most of 
the others were. 

Among the papers, as far uptown as 
the scribe went, were seen one copy of 
the Christian Herald and one of 
Clark's Horse Review. As periodicals, 
published quarterly, were Zaks from 
Town Topics, Shoppell’s Modern 
Houses and ‘‘ From Truth.” These 
were on all the stands. The monthlies 
sellas named: Scribner's, Harper's, 
Century, Cosmopolitan, Ladies’ Home 
Journal, Current Literature, Romance, 
Short Stories, Leslie's, New England, 
Outing, Home-Maker, Puck's Libra- 
ry, judse's Library, and so on down 
the list. 

Among the weeklies Puck, /Judge 
and Life fare best ; then follow Har- 
per’s, Truth, Illustrated American, 
Town Topics, Harper's Bazar and 
Leslie’s Weekly. The evening papers 
go as herewith given: Sun, World, 
News, Telegram. 

The ‘* L” stands are closed on Sun- 
days and holidays, and stop business 
on week-day evenings at about 7 P. M. 
The boy at Forty-second street had 
just been delivered sixteen Scribner's 
Magazines and six Harper’s, a triflein 
itself, but a slight index as to the an- 
ticipated sales of these magazines. 


One eh 
AN ENGLISH IDEA 





in advertising borders, much used in 
the United States, 
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A YEAR WITH ALLEN’S LISTS. 
By Wm. H. Maher. 


I never see the advertisement of 
Allen’s Lists in PRINTERS’ INK but 
that I feel I owe those same lists an 
apology. 

For many months—yes, for seyeral 
years—the postman brought us the 
large envelope containing the over- 
grown circular that gave proof of cir- 
culation, and promised golden results 
if we would but use Allen’s Lists. 
These were quietly and quickly dropped 
into the waste basket, with the un- 
spoken comment that we were alto- 
gether too shrewd to invest in that 
quarter. 

At long intervals we received a big 
roll from the post-office, which proved 
to be sample copies of Allen’s papers. 
These were dropped into a box, which 
was emptied once a week by an attend- 
ant of the Insane Asylum. 

So far as Allen’s Lists were consid- 
ered, we simply knew one thing—we 
did not care to experiment with them. 
This was partly the result of our own 
conceit, and partly owing to comments 
made by an advertiser who had tried 
the lists for direct mail orders. He 
claimed that the results had been very 
disappointing, and he harped upon the 
evidence the few letters he received 
gave of the illiterate character of the 
readers of Allen’s papers. 

In the early summer of 1890, Mr. 
McLellan, sauve, patient, confident, 
dropped into the store and told his 
story. It fell on incredulous ears. 
That the list might have paid some 
advertisers—those having large profit 
in their goods—was readily believed ; 
that it would pay us was not thought 
possible. But Mac made his story 
interesting, and he did not appear to 
be the least bit disappointed in the 
result of his visit. When he said 
** good-bye” he was as cordial and ap- 
parently as contented as if he had just 
booked a good order. 

The greatest mistake an advertiser 
can make is in thinking he has nothing 
tolearn. Yet there is a strong temp- 
tation to one who is moderately suc- 
cessful to think that he has reached the 
end of all wisdom, and that his opinion, 
once formed, ought to settle that point 
for all time. But one with his mind 
open to argument, who remembers his 
failures as well as his successes, is apt 
to review his opinions occasionally, 
and remodel them. So, after Mac had 
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gone, his story was reviewed. If the 
papers had the circulation claimed, if 
the circulation was secured as was 
stated, then the rate was reasonable, 
and why should not such a class of 
readers buy our goods? Suppose they 
were poor writers, and worse spellers, 
what of it ? 

A‘few weeks later, when Mac called 
in again, apparently with no thought 
of an order, the matter had been fre- 
quently turned over in our minds, and 
we were ready to make a contract for 
500 lines, covering twelve months. 

There is a verse in a hymn that is 
peculiarly applicable to advertisers and 
advertising : 

Sow in the morn thy seed, 
At eve hold not thy hand, 

To doubt and fear give thou no heed; 
Broadcast it o’er the land. 

This appears to have been written 
for Allen’s lists. The first insertion 
of our ad did not make a ripple in our 
orders. The second insertion was very 
like unto this. When the third num- 
ber came, Mac appeared in our horizon 
once more, on one of his journeyings 
to and fro, and in answer to his ques- 
tion : ‘‘ Are you hearing anything from 
our papers?” we had to say: ‘* Noth- 
ing but the monthly bill.” He an- 
swered back cheerily: ‘‘ No? Well, 
it is too soon yet ; but the orders will 
come.” 

And they did. The readers of the 
papers seemed to be very cautious, but 
after seeing our offer for the third 
time, they evidently made up their 
minds that they would trust us, and 
from that time forward their business 
came flowing in. Orders came from 
every direction, but notably from the 
South; not that the largest share was 
from that section, but no other medium 
ever gave us such large Southern trade 
as did Allen’s lists. 

It is true that a great many of the 
letters were very poorly written, and 
showed that the schoolmaster was 
needed, but one must, indeed, be 
‘* finicky” in his business when he 
complains of the scholarship of an 


order that contains cash. At any rate, * 


Iam so constituted that I can forgive 
that person everything else if he will 
but send me his orders accompanied 
by the cash—yes, even if he sends 
postage stamps. 

A special feature of the experiment 
was the way the orders kept coming in 
after the contract expired, and we dis- 
continued this and all other advertis- 
ing. In our list of thirty-three month- 
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lies but two paid us better in ’91 than 
did Allen’s Lists, and we had been in 
those two for many years, while that 
was our first year with Allen. Were] 
preparing a list to-day, with the expe. 
rience I have had in the mail business 
I would write Allen’s Lists third from 
the top. 

But I do not desire to be understood 
as commending Allen’s Lists to every. 
body. The cautious reader will re. 
member that my friend, in a totally 
different line of trade, did not find his 
venture there a profitable one. His 
experience proved to be no criterion to 
me; my experience might be of no 
value toanyoneelse. There is but one 
safe rule in advertising, and that is to 
test each medium for yourself. 

But as I had given the lists the cold 
shoulder for many years, only to have 
them, at my first trial, send me a busi- 
ness as large as it was surprising, I 
have felt as if the only way for me to 
get even was to publicly testify to my 
stupidity, and perhaps let others benefit 
by my experience. 
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‘* The cheek of some people is simply 
amazing,” said the young mother, 

““What is the trouble now?” asked the 
caller. 

“That horrid newspaper man who lives 
across the street sent over this morning to ask 
if he could borrow the baby for two or three 
hours, as he had to get up a ‘ Baby Ruth’ 
poem for his paper and wanted to study the 
dialect.” —/ndianafpolis Journal. 
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Tne Advertising World. 


Readers are invited to send in news items for 
use in this column, 


The W. L. Douglas Shoe Co. re- 
cently moved into a large factory, expressly 
put up for the purpose. I understand that 
some extensive advertising will be done after 
the first of the new year. A. Q. Miller at- 
tends to all the newspaper business from the 
Brockton, Mass., office, 


I am informed by J. J. Evans, man- 
ager of the Prentiss Chemical Co,, 406 Cali- 
fornia St., San Francisco, that the concern is 
now pushing in that city and State, the Pren- 
tiss Rectifying Pill, Mr. Evans says it is 
meeting with marked success, and in the sum- 
mer of '93 will be put on the Eastern market, 


Dr. T. V. Dickerson, who for some 
time was one of Newark’'s best physicians, has 
gone on to South Omaha, Nebraska, where he 
has taken charge of the pharmaceutical de- 
partment of the Cudahy Packing Co, The 
doctor will also diagnose circulation state- 
ments of newspapers, and superintend the ad- 
vertising of the goods. 


Regarding the rumor circulated that 
J. Walter lhompson has an interest in Godey’s 
Magazine, Mr, Thompson says: ** The state- 
ment that I had a financial interest in Godey’s 
Magazine is not justified by any representa- 
tion of mine, and has no foundation in fact. 
do not own one fractional part of a dollar in 
the stock of the company, neither do I own 
any advertising space in the magazine.”’ 


The New York representative of a 
monthly publication said last week: “I have 
just returned from Philadelphia, and saw 
while there H. N. McKinney, of the Ayer 
agency. He had recently been in Chicago, 
and brought back a large order for 1893 ad- 
vertising from the Fairbank concern—Gold 
Dust Washing Powder, and Cottolene.”’ 


The treasurer of the World’s Colum- 
bian Exposition is advertising in a list of week- 
lies the World’s Fair Souvenir Coins. Half- 
dollar pieces are offered fora dollar. The ads 
are 120 lines, double column. 


The Chicago Columbian Exposi- 
tion is going to be made utilitarian by adver- 
tisers in more ways than one, Many concerns 
all over the county have adopted the follow- 
ing scheme. The details of one will serve to 
illustrate. Chase & Sanborn, the Boston tea 
and coffee importers, send out a circular, in 
which they invite the reader to accept the 
hospitality of their Chicago ‘‘ Bureau of Im- 
formation and Entertainment,”’ Lists of board- 
ing houses and hotels will be kept there, the 
wiles of bunco-men explained and the un- 
wary cautioned. Papers will be on file and 
lunch will be served every day. 

The H. B. Humphrey agency, of 
Boston, is placing some business for the Dex- 
ter Shoe Co, 

The Eureka Advertising Agency, of 
Binghamton, N. Y., is placing an extensive 
line of advertising for the Manners’ Sarsapa- 
rilla Co. The latter concern has recently 
been reorganized into asteck company with a 
large cash capital. 

Local business is comparatively small, 
agents tell me, their papers carrying less than 
at this time last year. A good many adver- 
tisers are putting off advertising until Febru- 
ary next, 
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A special agent, who has just -re- 
turned from a trip through the West, says: 
“While there is a good deal of snap to busi- 
ness out there, many advertisers are keeping 
out of the field as much as they can, on ac- 
count of the coming change of administration. 
Importers of foreign goods don't know where 
they stand, or really what they are worth, 
and the manufacturers in this country, who 
compete with importers, are ina slight quan- 
dary, too, Several cigar manufacturers, who 
advertise extensively, told me they were in a 
state of uncertainty, and would buy no pub- 
licity, as prices were apt to change, the Mc- 
Kinley bill having doubled the duty on Suma- 
tra tobaccv, This tobacco, for binders and 
wrappers, is the strongest competitor we 

ave. 


The Studebaker Wagon Co., of 
South Bend and Chicago, is putting out some 
advertising. It is being given direct. 

The S_H. Parvins’ Sons’ agency is 
handling a good deal of the Western seed 
business. Considerable seed advertising is 
also going through the Starr and Stack 
agencies, 

A new rheumatism cure is to be ad- 
vertised from Cincinnati — Gucoloi'l. The 
Burdsell Medicine Co, is handling it, this 
concern and Parke & Sons having joined 
forces. A little business has been given out 
already, and so far has gone out from the 
concern itself, 


The American Nation Publishing 
Co., of Boston, is placing a 35-line ad in some 
weeklies of general circulation, 

Dr. Owen, of the Owen Electric 
Co., is negotiating for the sale of his property 
to a wealthy syndicate, the deal being almost 
consummated. The doctor will retain some 
of the stock in the corporation, but will take 
no active partin the business. The advertis- 
ing will go on as hitherto, no change being 
contemplated, All contracts that the doctor 
has made for advertising will be assumed by 
the reorganized concern, Mr, Miles is the 
advertising manager. 

J. H. S. Johnstone, of the Wiscon- 
sin Farmer, has jvst obtained judgment 
against George F. Wrigley, of Toronto, Can., 
who placed with his paper advertisin;: for the 
Ladies’ Pictorial Weekly and the Exquisite 
Toilet Mfg. Co., of Toronto, and whoseems to 
think payment therefor quite unnecessary. 

G. A. SYKES. 


aa 


A Big Difference—Mr. Addles: I 
should like to know your real circulation, 

Editor—Are you an advertiser, or a tax as- 
sessor ?—Fudge. 

Briggs — Did you know Deadslow 
had failed? 

Gnggs—No, 

Briggs—I didn't know that. 
fail the first time? 

Sriggs—When he failed toadvertise.—Cloak 
Review. 

One Road to Fame.—‘‘ Bezooks is 
bound to be famous before long. I expect to 
see his picture in the papers any day.” 

“Why, I didn’t know he was specially tal- 
ented,” 

“* He isn’t, but he’s a regular fiend for taking 
patent medicines.” —Omaha Morning Worla- 
Herald, 








Second time, isn’t it ? 
When did he 
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FASHIONS IN PATENT MEDICINES. 





Patent medicine men and manufac- 
turers are giving a great deal of their 
attention this fall to the drink habit. 
Patent medicines have their fashions 
and seasons. It used to be that the 
patent medicine manufacturers put up 
favorite cures for fever and ague. The 
medicine bore the motto, ‘‘Shake no 
more.” After that their attention was 
given to the liver, and pamphlets were 
written attributing to it all kinds of 
ailments. Patent liver pills still are 
numerous and salable, but they do not 
hold the prominence in the patent med- 
icine business they did a few years ago. 
The time of the liver medicine was 
also the time of the prevalence of alli- 
terative names in patent medicines. 
Dr. Burchard and alliterative patent 
medicines flourished at about the same 
time. After that came the mysterious 
patent medicines which did not specify 
in much detail what parts of the human 
frame they were to purify and cure, 
but were advertised as adapted to any 
illness the man might have other than 
accidents like a broken leg or a fractur- 
ed skull. The special aim of their 
medicines was to banish ‘‘that tired 
feeling.” 

Something new has to be brought 
out by the patent medicine men from 
time to time as milliners have to bring 
out new bonnets and dressmakers new 
styles of gowns. The old standard 
patent medicines keep up a fairly steady 
sale, but the bulk of the sale of a pat- 
ent medicine is for the time of a tran- 
sient form, and when the advertising 
and the talk about it stop its sales drop 
off. Few people who drank the bitters 
so common after the war knew they 
were generally compounded of a mix- 
ture of spirits, water and a few simple 
drugs. The recollection of a middle- 
aged man goes back to the days of the 
popularity of bitters when he reads of 
the contest over the will of some of the 
manufacturers, or when he sees the 
name in a society list which he recalls 
to have been familiar twenty-five years 
ago blown in the medicine bottles. 

The last fashion in patent medicines 
is of kinds advertised to cure the drink 
habit. Since Keeley started his cure 
scores of other cures have arisen all 
around over the country. At first they 
patterned after Keeley and started in- 
stitutes where alcoholic patients were 
to reside and take treatment. They 
soon found that the field could be 
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made more wide and that there was 
more money to be had by getting $19 
to $25 apiece from thousands of men 
than $100 or $200 from hundreds, Only 
a few men could afford to go to the in. 
stitute and pay for board, medicines 
and treatment at the prices generally 
charged, while tens of thousands could 
easily pay the price of a few bottles of 
medicine. 

Men who take the drink cure do s9 
usually more to oblige their families 
or friends than from any great desire 
of their own. Few men are willing to 
admit that they are drunkards, though 
almost any man who drinks talks about 
some time or other when he drank too 
much and had a roaring night of it. 

To this class of men the patent med- 
icine men appeal. They advertise 
that they have discovered medicines 
which they mix by a secret process, 
and which, taken according to the pre- 
scription, will drive away the desire for 
drink and get a man into such a con- 
dition that he would be as likely to want 
to eat glass as to drink whiskey. The 
men themselves do not pay much at- 
tention to these advertisements, for a 
moderate drinker does not want to have 
his taste and enjoyment of drinking 
taken away from him any more than 
he wants to lose his appetite or become 
afflicted with insomnia. Their wives 
and friends take a different view of it. 
Many of the purchases of these med- 
cines are made by women, who take 
them home and induce their husbands 
to try them. A man may not want to 
stop drinking, but it is hard for him to 
resist the appeals of his wife to try it. 
Some wives put the medicine in an- 
other bottle, so that their husbands 
may not know what it is, or introduce 
it into their food so that they may take 
it unconsciously. 

The patent medicine manufacturers 
who first discerned the value of this 
business are making as big fortunes as 
bitters men and liver pill men made in 
their day. The sales of the patent 
medicines to destroy the drink habit 
are running into the tens of thousands 
of bottles, and the drug stores are 
placarding their windows with the ad- 
vertisements. This has injured the 
business of the institutes and the spec- 
ialists who undertake to treat the drink 
habit privately. The most private 
way is for aman to keep a bottle of pat- 
ent medicine in his room, and to take 
drinks of it. Itis also the cheapest. 
—N.Y. Sun. 


















ssc w42828 


—— =, 








re Was 
$10 
ME men 
, Only 
the in. 
dicines 
nerally 
Could 
les of 





do So 
Milies 
desire 
ng to 
ough 
re 
< too 
t. 
med. 
rtise 
“ines 
“ess, 
pre- 
> for 
On- 
rant 
Che 
at. 
ra 
ave 
ing 
an 
ne 
eS 
it, 
d- 
ke 
1s 

0 

) 

a 


—— Va ae © 








“THE MAN IN THE MOON,” 


Tur Evecrrica, STEREoPTICON Co. 
ULLETINS, 
107 WEST 34TH STREET, 
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A NEW ADVERTISING IDEA. 
From the New York World. 


The most persuasive bit of advertising in 
the city—or at any rate that which appeals to 
the feminine portion of the community—is 


Editor of oiteaee og Bev. 90, wipe. done by a hosier uptown, who states that ail 
sastor O/ ahr : stockings bought of him at a cost of over 50 
By a singular coincidence a letter written cents a pair will be darned free of charge for 
on my birthday, which appeared in yourvalu- one year. The scheme has many admirable 
able fittle journal in the issue of Oct. 5,deals features. In the first place such an offer is a 
with the subject with which | have been,as guarantee of the excellent and enduring qual- 
you know, identified for fourteen years. ity of the hose ; in the second place there are 
Mr. Russell failed in his purpose of throw- pot a few women who would be willing to 
ing advertisements on the clouds because of wear an inferior quality of stockings if they 
lack of technical skill. The old adage, “‘Shoe- {new that by so doing they were saving them- 
makers stick to the last,’”? may be quoted in selves from that bane of feminine existence, 
relation to his optical experiments, : darning; and lastly the firm gives employ- 
Somewhere about the year 1880 an article ment to numerous worthy and deserving 
of mine appeared in the New York Wordd, women, ‘There is absolutely everything to 
which dealt with the subject of long-distance ;+ecommend the plan to the lover of ease and 
rays, and I was the first one to practically the hater of the darning-ball. When the 
apply the dynamo-electric light to stereopticon makers of all things for the use and adorn- 
use, and that in opposition to the advice of ment of women begin to advertise their wares 
old and experienced opticians, That it wasa jn a similar way, then the millenium will not 
success you are in all likelihood convinced. _be far distant and the doctrive of future re- 
What Mr. Russell undertook and failed in wards will lose much of its charm for women. 
can be done. I do not see on what groundsa ‘[hink of the delight of having one’s frocks 
patent could be issued, as patents are nut made by a woman who guaranteed to repair 
usually granted except for practically proven jj rips and braids fora year? Think of the 
inventions. MANUEL I. S. Hart. feeling of happy security with which clothes 
would be sent to the laundry were but the 
underwear dealers pledged to supply missing 
eon buttons fora year! But as yet the only two 
Batts Creek, Mich., Dec. 9g, 1892. branches of industry to take steps in the right 
. <i - i direction have been the glover and hosier. 
Publishers PRINvERs’ INK ; Each of these has at least one representative 
I can’t forsake you when your little “‘school- in New York who keeps goods bought of him 
master” has done me such a good turn. repaired for a year. 

About two years ago I became acquainted 
with it. I was not aware then that I had any 
ability to write ads; didn’t even know that i 

they had a market value. To S away From the Tarentum Sun. 
spare moments, I tried my hand at it, and the _[f there is one thing that gives the editor of 
results have surprised me. ‘lo-day I am’ a newspaper more joy than to add a score of 
about $175 better off, and more money in sight. pew subscibers to his list, it is to whack off one 
It keeps me in pin-money, and does not in- whois narrow and shallow enough to want 
terfere with my regular business—foreman of you to shut off his paper because you have 
a printing office. Kindly move my subscrip- given expression to an opinion at variance 
tion up another notch, for which find enclosed with his own. Whena fellow comes into the 
the required dollar. Would rather miss a office and says, with the air of a man who had 
meal, than miss one issue of PRINTERS INK. you completely in his power and was about to 
DeVos. crush and ruin you, “*I want you to stop my 





PIN MONEY. 





GIVES THE EDITOR JOY. 





diliiaaeniiaittince 
THE PRICE OF ADMISSION. 
Froman Exchange. 

The clothing man thought that he’d be fun- 
ny and original in his advertisements, so he 
put a number of pairs of trousers in his win- 
dows and labeled them variously: Admission, 
$3, $4, $5, $7, according to quality. 

After a time aseedy looking citizen came by 
and, after looking at the display, stepped in- 
side. 

“Whose idea is that?’? he asked solemnly, 


paper,” we cannot get him off the list quick 
enough, and when he is off we feel as though 
a barnacle had been removed from the rudder 
of the journalistic ship. 





A Long Twenty Minutes.—Wish- 
lets: Why do you buy so many evening pa- 
pers? Do you live far away? 

Stranger—Well, I’ve built a house in a su- 
burb which is advertised to be “only twenty 
minutes from the New York City Hall,”’ and 
I have to have something to read on the way 


home, you know.— Brooklyn Eagle. 


WANTS. 


as he jerked his thumb over his shoulder to- 
ward the window. 
Re Mine; entirely my own,’ 
pleased dealer. 
“Very good; very good,” said the solemn Advertisements under this head, 6 lines (36 
man chuckling. ‘‘Can’t get in without pay- words) or less, one time, $1.00. 
ing the price, that s the idea, eh? Very good; UR rates are 5 cents a line. HOME DELIGHT, 
very good indeed.” O'Couneil Biutts, Lowa. 
he dealer rubbed his sides and laughed a EISURE MOMENTS, Leon, Ia. 5,000 readers. 
low laugh of delight. ” : L Bets. line. Reaches young folks. 
' _ thought it excellent, he said, “‘and am » puma Gemma tnateninel aie 
glad you appreciate it.”’ vases aren. becri 
"= Yes ‘ io; yes I do,”’ assented the solemn yx eye wy —— 
man, ‘“ By the way, do you charge anything “ “3 — 
iy IRECTORY PUBLISHERS, please send circu- 
extra for reserved seats? lars and price list of your directories to U 8. 
, L. Box 1407, Bradford, McKean 


’ 


responded the 





Then he went out and somehow after that appRESS C 
the dealer lost confidence in it, Co., 


, 
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FFICE LIFE—Is it we living? On certain 
Fee. We pt 


Ay — one condition, 
d will sen Cone when juested. 
419 Wi Ave., 


oto catal: 
BLACKMER oe BROS. & CO 
Chicago, Ill. 
W ANTED—Cash to increase my busin: 
a ad ae with 3500, 


pears ears 8.8 8. : SIDEEING ER, Editor Mountaincer, 
rl 
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WASHINGTON PRINTING 
small, second-hand. Wanted ty HOR 
MoFARLAND CO., Harrisburg, Pa. 


A pad ‘advertisers, Rochiing for Can. 

adian business, to send for sample “ORE ot 
canes. a high-class literary mont! i 

the best mediums in Eastern be 

copies. Rates low. _ Hampton, New Brunswie 


O buy or sell a new: 
‘Tour ff ‘aciliti ee for mato 


+n ta EEE Jan. number ott SOCIETY celled. we also locate new iL m 

AND Ones to press Jan. 000 printers with oe Address NORTHWERR. 
copies. Rai cents. Try us. Adv. eae RN | leat “rein OKER’S AGENCY, Dodge. 
wanted in N. aa Tuigeee. T. H. MILLS, Pub- ville, 


lisher, Port Huron, Mich 


W AndtED— NTED—Partner to join advertiser in pub- 
—- of directo’ is Lake Co., Ind. Busi- 
ness already establish reunity fos 


man with small capital. att 
0, Hammond, Ind. 


r. you want a man to write and compile —— 
phs from country yo 

to oan desire a position on a » Cony 

also write humorous sketches — 

‘Address B Box 228, Hutchinson, 


Vy ANTED—Live agents to to secure ads for the 
only Ohio weekly school journal. “‘ Does m 
more than all my ogg 9 advertisin; 
Good commission. ee TH 
GRESSIVE SCHOOL, Alliance, 


‘W 4AnTzD— The names of meen studying or 
desiring to study law at home or in the 
office. Editors and others, as well as lawyers. 
We have something to on advantage. JOE 
ALLAN WHITE, Mt. Morris, N. Y. 


Ws NT ADVERTISEMENTS in Printers’ Ink 
under this head, six lines (thirty-six, wens 


a 
how’ work, 


com- 
PRO- 





or! will one time for one dollar. 
For additional or continued insertions, 
the rate is 75 cents a line each issue. 
UBLISHERS, ATTENTION ! A a. mate 

P agency, opposite Post-Office S ma 
Newspapers, es and a ad- 
d wrapped and mail NE, ALLING 
& CO., 19 West 13th St., New aa New York City. 
WANTED_Thorough adv Foy writer, 

_ _ —s e charge of —_ order de- 

goods ; with e 

verience rt capabiit wanted. vaddress, with 


reference, YO’ cR BROS., Des Moines, Ia. 
ANTED—PURCHASER f for well-established 


weekly and a oe office in — healthy city 
of 10,000. Outfit n Will invoice 
$1,800. Price, 400. for a hustler to 
= © money ; a AIN,”’ care Printers’ 


— TO SELL—A Democratic paper, with 
wing circulation, in a thri 

town or No a Only Rover in the place. 
Good advertising pa’ reorg* 7s w 8-col. aes 
frosty press. Adaress * 8.,” care Printers’ 


WE have upwards of 100,00 100,000 money letters, re- 
ceived from count [ Sapesetiren h gene- 
ral novelty adve nertising, fro nditure of 
ow, $20,000. Nabe | sel them ¢ outeh it, or a copy 
ges a low figure. Address Drawer 1 , New Haven, 
A THOROUGHLY experie: experienced and gy 
“Ad” writer, four years in dry g 
working for ay of — leading firms good the 


EGBA, Works? WHE ane Pe 


was NTED-- Experienced ac advertisi solicitor 
in eve own and ¢ for WORLD’S CO- 
LUMBIAN ILLUSTRATED, official 
tory. Liberal commissions. 
ELL, President, 159 Adams S8t., Chi- 


Ge to ee to  aete—-twe By} 
per week. Institute work does ti sit A All teachers 
Pri Western PENDENT, bain read the EDUCATION- 
AL INDEPEND Edinboro, Pa. 15 cents per 
inch weekly. 
ye a ymnnce wanted in reputable 
journals, app! yment. On the es- 
lished i Hughes" seerootype Outfit, 
jue to P Por r par- 


teed of great val 
address M. J. HUGHES & CO” CO., 18 Spruce 
§t., New York. 





<a? neneai-aia — 
‘or 


will buy a fi 
—— a per outfi A ve 


A which the owners 
as new , lots of plainand 


no w 
te “etter. eerine r ow 
ry i BIG e°Sancene 


cylinder. Address at A... 

care Printers’ Ink. 

W ee are ee hear from p dag papers og | follow. 
~t; wal tes retu REE!!! 


of fine Magical A tus, Novelties, etc., 493 
Sixth Ave., New , - me 


GC UOCESSFUL business manager dail 

of largest cities, US pe nen Sammie ar nwith 

ti —— methods o' advertising an ae ‘ircula- 
on, res yada testimonials 
to character, ability aa’ energy. Address 

ADVANGE, » this office. 


Ww ANTED—Good ‘Republican only to purchase 
well-established Prontable r and job office 
w- & bie patro nage, medium 
expense ‘ood town. 
a ter good —, Particulars 
,” this o 


ing = ae 
WASTED_orders for ae printing newspape 
We set type, furn per, print, fold a and 
mail. Have stories de) a and sameoolnny 
ding o' > proce good work; 
lowest prices. ‘ONION’ PR NTING SOMPANY: 
15 Vandewater St., New York. 


JANTED—THE WORLD'S FAIR VISITORS’ 
ALLIANCE wants your r on sale at 
their news-stand (daily and weekly) next yom 
ae offers big i 
xt three months. ome f for adivertising. 

p> AW Box 401, Washington 


y ANTED-—Situation on trade pan by a 
thoroughly competent an experienced 
newspaper man of h character, as solicitor of 
advertisements or circulation man, for Penn. or 
W. Pa., Eastern Ohio and W.Va. Address “WEST- 
ERN PENNSYLVANIA,” care Printers Ink. 


UBLISHERS—Send for OUR ee, 
Wonderfully low club rates. 
oer eek offered. A forty-eight pas page “$7 
rated magazine of fact t. + ann humor. 
Beautifully y pres on Le nal ” 
blisher, 67 Fifth a ‘new Yo 


HICAGO~sy 

/ writers wil 
stories, 8} 
ad. solicito 





dicate of active newspaper 
1 furnish correspondence, news, 
ial articles, etc., at space rates. .- 4 
9 aa down-town office room 

nished to o ores. SYNDICATE PRESS 
ASSOCIATION. oH | Wrightw itwood Ave , Chicago. 


| > introduce to users the Trogdon 


stand. Only absolutely perfect 
amen ~ on cl inkstand in existence. 
In order to do so, we will send a sample of our 


No. 3 for $1 until further notice. Retails at $1.50. 
TROGDON INKSTAND CO., 13 N. 13th St., Fhila. 
DERROTORE GRATIS aieeines or others 
terested in n "baltion of tistics and not 
pelea with the 1801 edition of the American 
New: <4 a oo y gratis on 
and of no 
value since # he ~ F- 4 a hind 


co 
issued ; will be delivered free to bearer 

Address SMERICAN NEWSPAPER 
SEGer 10 Spruce St., New York. 


_—_——_——-/]> 
SUPPLIES. 


Advertisements under this head, = lines or 
more, without display, Tc. a line. 


yan BIBBER’S. 
L=*="* INKS are the best. New York. 
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ig INKS are the best. New York. 


R CUTTERS.—Those tale Ny, ink 
Pi. the eIOW ARD IRON WORKS, 3 Buttalo. N 9 
are the best. 

PPINGS 96 applied. HENRY 


RESS CLI 
Pittike, 110 Fifth Ave. Y. Tell you i 
about it by mail. 
ent paalani a Fi Plummer & Co., 161 
William N. Y., sell every kind of paper 


8t., 
i by rinters and publishe: at lowest prices. 
Full line quality of Printers’ L Ink. 





ILLUSTRATORS AND ILLUSTRATIONS. 


Under } = head, 2 lines (12 words) will be 
inserted three times Sor $1.00. 


peat LUSTRE ATO oe to order. Send 
for Book. A. MEYER, 173 E. 74th St., N. Y. 
Geen Mechanical Eng Engraving. Photo Elec- 
trotype Eng. Co., 7 New Chambers St., N. Y. 
RTISTS—A good illustrate illustrator wanted for — - 
A‘ r occasional work. Address, with sam; —— - 
— terms. “TRADE PAPER,” care eg nk. 


D CUTS for eee 
= — the old, hackn deas. ‘All new new. prop 
oy, card for 0 our catalogue 
CoM ANY, Washington, D. C. 





ADVERTISEMENT CONSTRUCTORS. 


Advertisements under this head, 6 lines (36 
words) or less, one time, $1.00. 


A adv. or of Wilh act as will be at liberty 

after Jan. 1. adv. manager 
- ES Peartine’? an 

grar Pearline 

ao care Printers Ink 

| mat" S o- have a more page ay J Raf 

Ink ery any other person. 
ph last, week for 10 L road Sarda wrote i, 


iter. Operates tes cali- 
and others. Address 
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or &CO., Publ 


ae PRINTING. T The latest improved 
lithe process in beautiful b: bee Re than 


10 safeguard envelopes ae 
e) 
SONS’ COMPANY, Philadelghia.” 


HARLES’ ed a er RECORD, with 

nd printed 

<A to every advertiser. 

It affords a complete check on your entire sea- 

ee ea ie only et “1 express pre- 
uincy, Ill. 


‘OR the inviting omemmnuds 

of ‘Advertising N porn, likely to benefit 
reader as well as advertiser, 6 lines, 36 words or 
less, will be inserted under this head once for 
one dollar. Cash with order. More ng con- 
tinued insertions 75 cents a line each 


ronzes. 
rder 1, 
—— 








FOR SALE, 
Advertisements under this heud 75 cents aline. 
g 1 BUYS 4 LINES. 50,000 copies PROVEN. 
WOMAN’S WORK, ORK, Athens, A. 


] ANDSOME ILLUSTRATIONS for papers. Cat- 
alogue,25c. AM. ILLUS. UO., Newark, N. ; 


Lines, = 1 inch, $3.5 50. 
50,000"  - ies PROVEN Ww. 


4 cage, $0 Athens, Ga. 


OR SALE—A ~——_ py of the pmerteen Newspa- 

4 Directory for 1892. Price five dollars. 
Sen paid. Address GEO. P. RUW. 
ers, i0 Spruce St., New York. 


‘TBEEO GLOBE—The most marvelous top of 

. An excellent iS premiums for — ish- 

on clot men. rass. 
EMPIRE PUB. , 146 Wortl St. New York. 


1 00 000 Agents’ addn sell 3 ony Bete at 
returned 


accepted. A oeb-welken ad isa 
wall as a souvenir of a lost art. Write cmt to $2.00 1, gs and pay forfeit yitr 
avoid trouble. G. F. NELSON, 10 Spruce care P. I. egead.” 1,000. AGENT'S HERALD, Phila , Pa. 





MISCELLANEOUS. 


Advertisements under this head, two ase or 
more, without display, Tse. a line. 


Ro aa TAUGHT BY MAIL and ror | 
W. G. CHAFFEE, Oswego, N 


aN KO-KO KO TULU GUM 7 wef cure tor 

ni ion ion. Sen ‘or ieces, 

to SOL. COLEMAN, , manufact’ rt aa gl a 

T WILL es China and Jap Japan next spring, rep- 
resenting few first-class —- ing man 

ufacturers who is introduced and 
ncies established. Efficient — resentation— 
= cost ; best references the United 

tates. Address Lock Box 201, Cutcage, I. 


aE SS aia: <a 
ADVERTISING NOVELTIES. 


Advertisements under this head, 6 lines (36 
words or less), one time $i. 00. 


ATCHY Outline Cuts for ne i a advertis- 
ers. Write to “ Advertising d,” Cadiz, O. 


i" ANUFACTURERS of novelties please com- 
4 : maniote we STAR SUPPLY CO., Box 
’ . 


RASS EDGE OrT0S RULES for advertising 


parpees. NATIONAL ADVERTISING CO., 
Seneca y N.Y. 
—_— negotiate gotiate with some orm for 


an 500 or 1,000 wid 2 Beat 
sens k boxes. Address FRA ERO, 
tor Hammond Daily tribune, Ham- 


eee Ind. 
\ATALOGS! CATALOGS!! CATALOGS!!! 
catalogs, with orig- 


A. rint and illustrate 
inal in em! nd for a 
a RIFFITH, DY Co., 
Holyoke, Mass, 


covers. 
AXTELL & CA 








ADDRESSES AND ADDRESSING. 


Advertisements under this head, s. pe (36 
words or less), one time si. 


OHN T. MULLINS’ MATLING AGENCY, Faulk- 
land, Del. $2 per 1,000. 





ERSONS who have facilities for bringing ad- 
vertisers and consumers — contact through 
me of names and them 


6 lines, 36 words or less, under this head once 
A one dollar. Cash with order. More or 
continued insertions 75 cents a line cach lawne. 


ADVERTISING MEDIA. 


Advertisements under this head, two lines or 
mere, without display, T5c. a line. 


G RIT 


G POKANE SPOKESMAN. 
N 


Berk HOTEL GUIDE is very readable. A 

trick of the editor. $2. 

Bure TIMES ae over 33,000 circula- 
tion. It will pay you. 





GENTS GUIDE, New wl Ree’ leading 
agents’ paper. Send = 
M EDICAL BRIEF (St. Louk ircula- 
tion of any medical dicat journal in world. 
avers Canada List (60. * DEWEY, Hamito tg rates 


A® Saale GUIDE. } Mailed on ah of 
stamp. STANLEY DAY, New Market, N. J. 
HE GREAT WEST—Aberdeen, South Da- 
kota. It’s new, spicy and reaches 5,000. 
ers. 
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$1.50 fakPiise, mrockton, Mase. Circ. 7,00 


Gi'weekly wed _ADVEREIGEMENT RECORD—For 


pers. $1. Testimonials. GAZETTE, 
eos meg BIGGER — THE TERRE HAUTE EX- 
PRESS—than any paper in Indiana outside 


RY OUR LIST. sire, 30 ay 5°) 2 4 
Diy Roach x Fapiea New New » Pa. 
e. TIMELY n, 5 ye 
BE i ndent. ene ome own powepenes. 

um at Por r estimates to PICTORIAL 
LIES CO., 28 West 23d St., New Nork City. 


K 4aee is Soroush covered b 7s | = 
\ SAS WEEKLY TAL, Tope’ 
leading farm and family newspaper of the ha'stete 


prt a sre 80 low pee) we can’t >. 
cire’n Sample 
free ILLUSTRATED WE EEKLY, Topeka, Kanes. 


Ayce PEOPLE’S ILLUSTRATED JOURNAL 
(monthly), New Orleans, La. A Southern fam- 
ily magazine, it reaches Sou’rn homes. Adv’tise! 


UMBUS, Central, Southern, and Southeast- 


‘or advertisers. 


12,500 ; 
eekly, — the 


field. "2 I eading wt advertisers 


41 41,102 St ‘Ss of THE Dal the day after 


with the prest: 
ees GALVES bape ige ol ita pe won- 





es, Miscellaneous and for 8 Sale the 
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e. Qe. a 


SUCCESS Asmnt.x Press Go. Haitimore 


BOSTON, tare ae oe 


WOUCUS- OSS PUTO 


For b) ST E E L pa te RIAN 
PE N Sy Bway, N. Y. 


IROBEASERS. ” Every live ~ 
jiser wants ’em ; chea; 
py effective. rite 


‘ _ TRADE 
CHAS. W. HARPER, Columbus,0. 
PATENTSiz- ae ce 
nee. 
rite for inf a 


aanaine fad ng 4 of the 
GERMANIA =: tite. 


For 


one SEA Manele advert "on. address 


QR KO PAY. Book free, 
PATENT: 8. 0. wEriZor ALD, 
n, D. C. 
YOUTH’ $ | 8 LEADER, 
a na re sm a) pica monthly. 


The Delta. 






































M 8u 
ee 72 4 a line each issue. Under head- 
of Wants, Bill Posting and Distributing, Ad-| THE BEST PAPER IN NEW ORLEANS 

Illustrationg and Advertisement ° Yq Is read intelligent people 

serted once yg he td , ate eld’s who eir bills. Are these 
two 12 words or less) three the pay cap bp Bayle 

b~ 4 “Additional space ny cheer nm face Wa hi ot when on dave rtise ? 

% comin a iano: each issu sad — § 1 0h, Washington, D. C. 


aiseniislinttip Amenities 
BILL POSTING & DIS @& DISTRIBUTING. 
Under this head, “2 lines (12 wore will be 
inserted 8 times for $1.00. 


O T. PANCOAST, er, Pa., covers Wil- 
« mington, Del., an 


on Pa. 
Cranes suetstintion = Fy meat 4 AMERI- 
CAN ADV. OO,, 122 Market Allegheny, Pa. 
ITRCULARS distributed, $2.00 per M. figne 
C tacked. HOWARD ADV. cam Peabody 
AM MATTER DISTRIBUTED. saieanaay 
sual rates. E. A. KING, Shawano, Wis. 


LL kinds advertising “matter carefully dis- 
tributed. NIXON B .» Peoria, Ill. Popu- 
lation, 60,000. 





DVERTISING matter distributed. Circulars 
mailed. 10,000 addresses. ALLISON ADV. 
CO,, Erie, Kan. 


Looe! T wll send re sad eliable tof thone For 
$7.50. TY CLERK, Fair- 
the purpow fT inviting 


Forts 
of local bill 
less will be inserted 


utors, yoy lines 7 ad words) or 
three times for one dollar, 


under this 
or three months for five dollars. Cash with the 
order. More space75 cents a line each issue. 


6000 
4000 : for 25 eta. P. 0. Box 3046, Boston. 


BEATTY 2x0 oAtPweane ys 


PATENTS too, 5.0. “ct page Book rixu. 


ents of 
and distrib- 


New Agents’ Names for 25c. West- 
ern Mailing Agency, St. Louis, Mo. 


NEW AGENTS’ NAMES Sent 

















DON’T 
Order any kind of cuts for pee ee you 
have heard from us. It will pay you to write us. 


CHICAGO PHOTO ENG. CO. 
THE EVENING JOURNAL, 


JERSEY CITY’S 
FAVORITE FAMILY PAPER. 
Circulation, = - = = {5,500. 
Advertisers find IT PAYS! 








Always pays 
PUBL Advertisers. 
OPINIO Washington, 
New York. 





PPP LLP AD 


“San Francisco Bulletin, 


¢ Largest Sout Cireulation | in California. 
Y High character, pure tone, 
FAMILY _NEWSPAPER. 


YOU WILL FEEL ..u. 
OUT OF PLACE WeRris 
Without Engraved Visiting Cards. 


We will engrave plate and print 50 cards for $1.00. 
Order them now. r les, 4c. For 10c. we will 


ag Cy te 1 Oak St. Toledo, Ohio, 





bean 


—~wewwwewe 
Vee 














N BROS., $21 Oak 
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PUBLISH ERS 
SIRING 






y F 
for premiums can 
saine from us on Siren neecene” We 
Bice ~ -~4 sae So eee at He 
le oy ond, seen hand, and 
mikes ew a and terms free. 
Rous t, HAZARD & 00, 2 X Street, Peoria, Ill. 





RDP LD SISSY 


« 
} THE HOME CIRCLE, } 


LOUIS, MO. a 

§ 75, 000 “Copies Each Month. « 
An for « 
GENERAL AOVERTIONS. « 
., St. Louis, Mo. « 
=. ¢ 


PAPPLPI LDL 














( 
) 
)) 7 THe HOME CIRCLE Pus 


POPP PPI IA 











How to Make 
RUBBER STAMPS. 
Use Latest Improved Process 
and a New York Vulcanizer. Cir- 
culars free, BARTON MFG.CO., 

338 Broadway, New York. 














P MATHEWS X PAGE 


FORTUNE BUUDERO™ 


1103 MAIN $1 ——KANSAS city. MO, 











Over $3,000 per month 


Proved Average past Nine Months. 











Rates Lowest for 


quantity and quality of 
Circulation. 





WeGonductNEWSPAPER 
ADVERTISING tere. Agency. 


WE GIVE TO ALL CUSTOMERS “RS 







Judicious Conspicuous 
WT Positions, 
Experienced Unbiased 
Vertue 
— eta tet Butt — 
Transactions, y Confidential 
Low Prices. Service. 


SECESSFULLY. 

CONTINUOUS ADVERTISING BRINGS SUCCESS ! 
ADVERTISEMENTS DESIGNED, PROOFS SHOWN AND 
ESTIMATES OF COST IN ANY NEWSPAPER 
FURNISHED FREE OF CHARGE. 





™ SPOKANE 
SPOKESMAN 














has % per cent more paid subscribers 
than any other daily Paper ‘pat — 
within miles of Spokan 

—@Qo— 


“*Its subscribers renew from year 
to year because they need it ; 
its advertisers because it PAYS 
them.’ 

When making up your list be 
sure to include 


The Popular Educator 


It goes to 65,000 of the best 
homes of America each month 
and is carefully read—adver- 
tising columns included—af- 
ter it reaches them. 

For space and rates address 
our Advertising Manager, 


7o 5th Avenue, New York. 
—Se@— 











“ Without money and without price.’ 


To the 


SICK 


You are not well, and have no 
money or time to see a doctor. 
Cut out the name printed here. 





RIPANS CHEMICAL CO., 
NEW YORK. 





Paste it on a postal card. 

Write your own name on the 
other side of the card: put it in 
the Post Office, and by return 
mail you will get a letter and 
some medicine that will do you 
good. Try itand tell your friends. 





J. L. STACK & CO., "er 






































































PRINTERS’ INK. 


A JOURNAL FOR ADVERTISERS, 


PUBLICATION OFFICES : 
No. 10 Spruce Street, New York. 
No. 138 Fleet Street, E. C., London, 


Issued every Wednesday. Subscription Price: 
Two Dollarsa year after Dec. 31st ; single copies, 
Five Cents. No back numbers. Wholesale 
price, Three Dollars a hundred. 

ADVERTISEMENTS must be handed in one week 
in advance. 75 cents a line ; $150 a page. 


JOHN IRVING ROMER, EDITOR. 





NEW YORK, DECEMBER 21, 1892. 








Shall You 

Be Represented 

In The Special 

New Year’s Number 
Of « Printers’ Ink ’’? 





No increased 

price for space. 
Forms close 

Dec. 28. Make 

your application now. 











OnE of the best-known sign adver- 
tising men in the country said to a 
PRINTERS’ INK representative the other 
day: *‘ I am always ready to admit that 
sign, poster and fence advertising is 
only an auxiliary to newspaper adver- 
tising. Iam perfectly frank, you will 
admit, when I say that ‘ out-door ad- 
vertising’ by itself is of very little 
value. As a support to newspaper 
work it’s excellent, though. I am now 
in a position where I can afford to be 
honest with my customers, and I tell 
them so. The trouble is, you can’t 
use arguments or reason on a wall, and 
the mere assertion that Dr. Jink’s 
Lemon Bitters is the best is absolutely 
valueless in the face of strong com- 
petition. 

**No, I will paint up signs for a 
house from here to Hades, but I do 
it with much more satisfaction if I 
know that good newspaper work is 
helping me. I know then that there 
will be no complaints about my ser- 
vice being poor, or unremunerative,” 


840 PRINTERS’ INK. 


THE Christmas holiday season al. 
ways makes itself felt in the advertis. 
ing world. The retail advertiser, 
where he can do so consistently, en. 
deavors to make his announcements 
appropriate to the festival season, but 
the general advertiser does not usually 
attempt it. It is, however, in window 
display (which has come to be regarded 
as an important as well as legitimate 
method of advertising), that the holi- 
day advertiser outdoes himself. The 
New York store of R. H. Macy & 
Co., which is celebrated for its annual 
window display, this year presents an 
attractive picture of the grounds and 
buildings at the World’s Fair. The 
large dry goods stores in different 
cities draw crowds to their neighbor- 
hood and cause themselves to be much 
talked of by the skill of their window 
dresser. Even the bill-board adver- 
tiser catches the infection, and one 
well-known concern heads its poster 
“‘A Merry Christmas,” and drapes it 
with the natural evergreens. It is a 
point worth looking after in advertis- 
ing to give one’s announcements a fresh 
and seasonable appearance. 





ONE by one the proprietors of the 
large dry-goods houses are realizing 
that not only must they compete with 
their rivals in value, attractiveness and 
sizes of stock, but must advertise as 
well as the most enterprising competi- 
tor. The case of the business left by 
A. T. Stewart furnishes a striking ex- 
ample. As Sylvester & Denning, and 
E. J. Denning & Co., business lan- 
guished and expenses ran high. _Lit- 
tle or no advertising was allowed to be 
done, the parties in the concern think- 
ing that if they furnished most excel- 
lent goods and kept very large assort- 
ments, business would naturally follow. 

Instead of this happening, business 
became poorer and customers fewer. 
Advertising was seriously advised by 
various friends, but one of the partners 
continued obdurate, claiming that if 
the firm advertised, it would bring an 
undesirable class of buyers into the 
store, 

Now the firm is Hilton, Hughes & 
Co., and the services of an expert and 
energetic advertiser have been secured 
and some novel and extensive advertis- 
ing is being done. This state of af- 
fairs has only gone on for a few weeks 
and the result is strikingly apparent. 
The store is well filled with buyers, 
while mail orders come in plentifully, 
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FORCING DOUBTFUL DEBTORS. 


A combination of disgusted creditors 
for the purpose of advertising delin- 
quent debtors is nothing new, and at- 
tempts have been made by creditors 
to post people who were in their debt. 
These means have usually resulted un- 
satisfactorily to all parties concerned. 
The debtors were made angry and their 
disposition to pay, slight as it might 
have been, was still further decreased. 
Lawsuits, angry feelings and even per- 
sonal encounters have been the result 
in the past of these efforts to force un- 
willing creditors to pay up. 

Now, the Traders’ Protective and Col- 
lecting Association of Lowell, Mass., 


_ comes to the front with emphasis. The 


following advertisement appeared in a 
recent issue of the Lowell C2¢ézen - 
FOR SALE! 
Accounts Against the Following Parties, 
Groceries, Meats and Provisions. 





James Breen, 48 Beach street, . . . . $9.41 
Wm. Burns, Llewellyn street, er -99 
Mrs. Wm. A, Bruce, Miller's Block, . . 12.79 
James F, Gillon, Rea street,. . . . . 1.79 
Wm. S. Parker, Freemont street, . . . 28.61 


Nat. W. Peabody, Navy Yard,. . . . 40.02 


James H. Whitworth, 16 Whipple street, 79.25 
Herbert D. Merrill, 16 Seventh street, . 3.67 
Al red D. Munson, 34 Albionstreet, . . 17.71 


Address Traders’ Protective and Col- 
lecting Association, Lowell, Box 59. 





The result of this somewhat novel 
departure will be awaited with interest, 
not alone by the published creditors 
but by other merchants whose ledger 
accounts are not in a satisfactory con- 
dition. It may seem hard on the 
debtors, but the provision dealers, 
doubtless, think they have a moral as 
well as a legal right to take the course 
they have. 

If such a thing was done in New 
York State the debtors who were pub- 
lished would have cause for action un- 
der the State laws. 





WHEN a man is waiting in a restau- 
rant for his dinner to be served he has 
a few moments of leisure, which the 
ubiquitous advertiser has long since 
found out how to utilize. In fact, se- 
curing advertisements for bills of fare 
has come to be a little business in it- 
self. A famous English hostelry, the 
White Hart Hotel of Salisbury, carries 
the idea a trifle further and prints on 
its menu a ‘‘list of tradesmen recom- 





mended by the management.” While 
this is plainly a series of advertise- 
ments, the guarantee no doubt has 
weight with travelers which the imper- 
sonal character of a newspaper could not 
convey. ‘The New York 77ribunce has, 
however, had for some years a column 
of small ads, the reliability of the ad- 
vertisers therein being specially guar- 
anteed. 
ecininenilpinmnscenivcisn 


AN ADVERTISING SCHEME. 


Augusta, Ga.— Col. Joe W. White 
has received a letter from W. X. Gar- 
rison, of Camden, N, J., informing him 
that on the 2d of January a special 
train would leave Philadelphia on a 
four months’ advertising tour of the 
South. The trip will be made in Pull- 
man cars, and the principal cities in 
Virginia, North and South Carolina, 
Florida, Georgia, Alabama, Missis- 
sippi, Louisiana, Tennessee and Ken- 
tucky will be visited. Atlanta, 
Charleston and Augusta are down on 
the list of cities the advertisers will 
visit. The tripis gotten up at a cost 
of $10,000, and it is believed it will re- 
sult to the benefit of the South. Fifty 
thousand pounds of literature will con- 
stantly be carried on the train to be 
scattered broadcast.—A tanta Consti- 
tution, 

ADVERTISE, 


Advertise! Advertise ! 
Art, in asking him who buys— 
There the merchant's secret lies. 

Advertise, 


Advertise! Advertise ! 
He succeeds is he who tries ; 
Who is asked is he who buys. 
Advertise. 


Advertise! Advertise ! 
He is heard is he who cries, 
Waiting never won a prize, 
Advertise. 


Advertise! Advertise! 
Wealth is won by enterprise, 
Slow-Go sits and sobs and sighs. 

Advertise. 


Advertise! Advertise ! 
Trade on paper wings must rise, 
Like the kite that cleaves the skies 

Advertise. 


Advertise! Advertise! 
Ink on paper, ere it dries, 
Speaks for you where’er it tries. 
Advertise ! 


Patronize! Patronize ! 
Printers’ ink if you would rise ; 
Busy wings make busy hives, 

Advertise, 








Types, 


Borders, 

Facilities, 

Workmanship, 
and experience enables the 
PRINTERS’ INK PRESS to 
turn out artistically dis- 
played advertisements for 
those in quest of such 
work. '. 

To display an ad properly is 
an art—we have the art and ar- 
tists. 


PRINTERS’ INK PRESS, 


10 Spruce Street, Annex, 
NEW YORK. 


PRINTERS’ INK. 








I write primers ;—adver- 
tisements. You pay me, 
They do, you. 


E. A. WHEATLEY, 


The Rate Question, 


from an advertiser’s stand ipo int, dissected in 
the ADVERTISER’S GUIDE. Mailed free eo 
one year on receipt of 12 — to pay postage, 
Send stamp for sample co 
STANLEY DAY, aon “Market, N.Y, 


SEEDSMEN 


HAVE FOUND 


THE NEW YORK LEDGER 


an eminently satisfactory me- 
dium for their advertising. It 
was used largely last year, and 
those using it have largely in- 
creased their space to be used 
this season. 


Chicago, Ml. 


——— 














is ad lasers be! brick and tile city in Ohio. THE NEWS is the on iy Gunter 
lished ten years and outlived TH EN NEW 8.7 Zanesville, 

p21» A #...4 our i PUT IT ON YOUR LIST. Ohio. 
organ =< se p General segusation of 


THE NEW CYCLE, Women's 


e Official organ ai 


pong h A of a Club Andy ples hoy boo 


i CLE was 
ral use anes Chicago ‘Ieter-Docen, 


Chine: oki 
Tne’ GxoLE, ith Mrs. J. C. Croly, as editor was 


made the organ, and pledged the support of the Seiertion 





The Christian Advocate. 


Official weekly —— newspaper of “ The Methodist Episcopal Church.” Circulation, over 

50,000 guaranteed. We invite correspondence from advertisers who would like to reach our 

people, can when whose advertisements would be appropriate for a religious family journal. Address 
— LUNT & EATON, Publishers, 160 Fifth Ave., Cor. 20th 8t.. New York. 





Ghe Evening Wisconsin, 


UKEE EVENING Radiggeia! = nd is compelled to use two Perfectin; 


> dally © aeons one Pa 
ee r, and it is all the 
AIKENS & CRAME 


a. CHAS. H. 
, Milwaukee, Wik, 


ng — to 


to print 
rint the circulation of every © dace Ma Milwaukee 
DDY, Eastern Agent, 10 Spruce St., New York. 





It Is To-day : 


7 a 
om . 


That shrewd publishers are making announcements through their premium supple- 
ments, which reach the eyes of the millions, causing well-filled pocket-books to open 
and secure their liberal premium offers. 


Our Goods are the Premiums 


We deliver premiums direct to the public for the business manager, and save him 


the detail of a premium department. 


We supply announcements ready-written, in the form of attractive illustrated electrotypes, 


Our catalogue will explain in detail. 
Why miss 1,000 or 100,000 
News: 


per men tell us that our system is a 
Soap 


"Net prices ate in it. 
ooo new subscribers when we can help you out, from this very day? 


revelation to them. 


akers, Coffee, Spice aud Baking Powder Manfrs. and hundreds of other manfrs. 


of specialties increase the sales of their products enormously by the judicious use of our pre- 


miums. 


EMPIRE PUB. CO., 146-148 Worth St., New York City. 
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about this. Drop into the office any 
day and we will show you the daily 
report of our subscription workers. 
They average a 300 per cent gain in 
yearly subscriptions over December, 
1891. What makes them come so fast? 
Well, we're putting up the best $2 
farm paper in America, and selling it 
this year for $1. We have expended 
$10,000 in premiums and advertised 
liberally in all the leading country pa- 
pers. When an intelligent farmer can 
get the RURAL NEW-YORKER for $1 
he won’t have any other. This we 
know, hence the reduction in price, 
the inducement to subscription work- 
ers, and the liberal advertising. We 
must put on four extra pages at once. 
Better send us a yearly order before the 
rate goes up. 


THE RURAL PUBLISHING CO., 
Times Building, 
New York. 


The Sunday School Times: 


No other religious weekly has a 
better class of adult readers. 

No other religious weekly has 
as large a list of paid in ad- 
vance subscribers—1 52,500. 

No other religious weekly 
gives so strong a guaranty that 
its advertisers are trustworthy. 

No other religious weekly is 
|so particular as to the character 
of its advertisements. 













Put Sunday School Times. 
Them PHILADELPHIA. 
On . 
Your 
List 
Instructor. 
Write to us Recorder. 
to substantiate 
these statements, Observer. 





Over 260,000 Copies 
Religious Press 





= Association 








by using your 


LYON & HEALY, 


Phila 
Lyon & Heaty, Chicago, ' 
Advertising Department, July 14, 92. { 


TESTIMONIAL CHICAGO NEWSPAPER UNION, 
93 S. Jefferson St., City : 
oF GENTLEMEN—We are well pleased with the results obtained 


lists, At one time we thought they were not 


reaching that class of the community in want of musical 
goods, but after giving them a fair trial, we have changed our 
belief, and now regard your papers as valuable aids to our 
business, Respectfully yours, 

LYON & HEALY. 


Music Publishers, 
AND 
Dealers in 
For Catalogue of 


THE CHICAGO NEWSPAPER UNION, 
Address—93 So. Jefferson St., CHICAGO, ILL., or 


Musical Instruments, 
CHICAGO, ILL. 











10 Spruce St., NEW YORK. 


DPB PP APP PAD DDD DPda-DrQXXXXJXSYQ OO OOOeeeSSOoaons 


We now have READY TO DELIVER 


A New Model Fast Web Perfecting Press 


CAPABLE OF PRINTING, PASTING AND FOLDING 


16-PAGED PAPERS HAVING HALF-TONE AND OTHER CUTS. 
MAY BE RUN BY A MAN AND A BOY. 
Contains latest Ideas and our OFF-SET PREVENTING DEVICE and is 
THOROUGHLY WELL BUILT. 
A similar press is now in use on the Ohio Farmer, of Cleveland, Ohio. 
CAMPBELL PRINTING PRESS AND MFG. CO., 
160 WILLIAM ST., NEW YORK. 


PePePrd dD dutwdDaduadubboud rX-XXX XK KK 
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PRINTERS’ INK, 


HARRISON & SON’S 
ADVERTISING OFFICES, 
22 Paternoster Row, London, England, % 


Undertake contracts for advertising American firms in all European ¥ 
publications. y 
& References given to leading American advertisers. 6 
4 Advertisements written, designed and placed on best terms. x 
Agencies arranged in London, Paris or Berlin. y, 





























DODD'S ADVERTISING AGENCY, oT Basi 


266 Washington Street. 










We only stipulate, in requests for estimate, that 
our figures shall not be quoted or used in any way in 
placing business throus,h other channels. Build 

Giving our time we ask for good faith from the 
advertiser. 

Advertisements specially prepared for our clients. 


SEND FOR ESTIMATE. ° 


RELIABLE DEALING. — Low Estimates. - CAREFUL SERVICE. 






























Ms eth Hy 
The Mayflower 
(Publishbed Floral Park, N. Y.) 


R A LADIES’ MAGAZINE. Tee 


aie 


é COPIES iy 


t= OVER 300,000 yonrny. 


Jos. J. De Lone, Adv. Mgr., 
89 Tribune Bldg., N. Y. 
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j HE aim of an advertiser is to increase busi- 

ness. Should he lack the requisite 
capital to stand the loss resulting from the in- 
judicious use of unprofitable mediums, he will 
show wisdom by selecting one that is ac- 
knowledged far and wide by the best of judges 
as being entirely reliable; one that circulates a 
live, fresh and strong million every month in 
the year, and will return to him a solid profit 
many times greater than the sum put out.. 
That one medium it is hardly necessary to 


add is eeccee 
E. C. ALLEN & CO., 


Allen's Lists, crs. 
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If You Want Business 
Advertise in the 


/ GOLDEN RULE. Is 
It Does the Work. 


; al 73,000 


Christian families read this paper each 
week. Testimonials from prominent ad- 
vertisers prove that they are buyers. 








rc) 
( For rates address 
THE GOLDEN RULE CoO., 
F. T. ‘BURDETT, Adv. Mgr. BOSTON, MASS. 
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“« THE WAY THE a 


Rew Work Recorder 


PROVES ITS CIRCULATION. 


— or 





The following is an extract from a letter received recently 
from a leading advertising agent in this city : 


“ Mr. G. W. Turner: 

“Dear Sirn— * * * I think it would be well if you were to publish the circulation 
reports of THe Daity REcorDER as you do of the Sunday, especially if the showing would 
be as favorable as the statements submitted to us last week. I find that your claims as to the 
circulation of THE SunpAyY REcoRDER are entirely credited by advertisers. In fact, your 
weekly provof thereof, together with the admissions made by the Sum and Heradd, is con- 
clusive ; but there is a general impression that the circulation of ‘'Hx ReEcorveR during the 
week is very much less than on Sunday; in fact, I have heard it estimated at less than 


ooo, * * * 
THE ANSWER. 


Dear Sir—If I have not given that publicity to the circulation of THz Daity REcorpDER 
that I have to the Sunday edition, it is not because I amin the least ashamed of it nor because 
I have had the slightest fear of so doing. I had intended to wait until it exceeded 100,000 
copies per day, when the public at large would have been made very generally aware of 
the fact and the advertising rates have been raised some 50 per cent. 

However, I am not averse en any of the statements that were shown you. 

I will adopt the same method of proving the circulation of the Daily that I do of the 
Sunday edition, which you admit is conclusive, and will add that no other newspaper ever 
reached THE REcorDER’s circulation figures in five times the time that it has taken THe 
ReEcorDER to attain them. The present circulation of THz RecoxperR equals that of the 
Tribune, Times, Evening Post and Commercial Advertiser combined. its average circu- 
lation for the week is as large as that of the Hera/d, and is withina few thousand of that of 
the Sua, and it is more than 70 per cent of that of the morning Wor/d. 

Furthermore, and what is of greater importance to your clients, THE RECORDER is 
delivered daily at more residences than —— New York newspaper without exception. 

ery truly yours, G. W, TURNER. 





HERE IS THE PROOF. 


DELIVERY REPORT. 
MONDAY, NOV. 21, 1892. 
NAME OF DEALER. No. of Copies Bought. NAME OF DEALER. No. of Copies Bought. 
Adams,- - - - °* + 2700 Tyrell, - - - - + - 1,824 
American News Company, - 15,740 Union News Company, - - 2,245 
Brooklyn News Company, - 4,374 Union N.J.C.R.R., - - - 2,256 
a 7388 White,- - - - - - 2,620 
Goode’s News Agency, - - 7,200 Wickett,- - - - - - 640 
Harlem News Company, - 45,178 Williamsburgh,- - - - 3,904 
<<. =. + « = 906 Schlickerman, - - - ~- 1,682 
orminski, - - * - 850 Supply Company, - - - 1,950 
Island News Company, - 983 New York Branch— 

Manhattan News Company, - 1,400 Wagon No. 1, Bennett, - 300 
Metropolitan, - - - - 750 Wagon No. 2, Robert, - 150 
Nassau News Company, - 11,492 Exchanges, - - - - - 874 
National News Company, - 2,500 Regular subscriptions, - - 2,881 
New York News Company, - 1,000 Country dealers, - - - - 13,628 
Schenkel, - - - <* ~*~ 2,488 Publication Office, - - - 1,241 
Schlener, - - - - - 640 Freeliat, - - - - - 90 
Stevens,- - - - - ~- 1,908 ee 
Total, - ae 
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@ Turn About is Fair Play 4 

@ 





IT PAYS OUR PATRONS 
AND SO 
THEY PAY US. 































CHENES 


Ay 
i 
Ay 


Evening 
Journal 2 
Of Jersey City 


Daily carries the announcements of 
its advertisers into ---------- 


Over 15,000 Families 


of the best classes of the popu- 
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5) lation, in whose homes it is 

© READ THROUGH 

@ by people who have no end of 

S wants and the means to 

i) SATISFY THEM. 
e 

® 

Perri 
S ag a Gl RS oer Pe 
S Ea aes oe pee 14,800 : 
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Rates moderate, but Never Cut. 
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\ \ TE are going to “let up” a while 
writing about ourselves, but will 
commence, in next week’s PRINT- 

ERS’ INK, publishing the contents of a few 
of the numerous voluntary letters we have 
received from various advertisers of note— 


advertisers who have used, do use and firmly 
believe in 


ADVERTISING 


AS CONDUCTED BY US. 











50 Bromfield Street, Boston ; 
198 & 199 Times Building, New York; 
ALSO OFFICES IN PRINCIPAL CITIES. 


\(/120-MILES-OF SPACE \; 
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IS THE KEY 't0 








Homes Homes 
Om, HO. 0 
gree fous fe MRI om, gue 
TWELVE HUNDRED. RousA (>) 
Homes Homes new BRE Mhone me 


Ht Hom 
Homes Homes 
Twelve Money Bringing Hints. 


Comfort’s guaranteed circulation is Twelve Hundred Thousand copies 
every issue—larger than that of any other publication in America. 


Comforts pressroom, 
ow to public inspection. 
that’s an open secret. 


per mill accounts, and post office receipts are 
he only secret about Comfort is its success and 


Comfort is the only paper of its kind in this or an 
is the Household God of the mighty middle classes. 
a year and its success is the marvel of the age. 


other country. It 
t costs but 25 cents 


Comfort’s *‘ Nutshell Story Club’ (copyrighted) furnishes the best 
and most thrilling original stories that brains can produce or money can 
buy. They form one of its popular prize features. 


Comfort’s ** Busy Bee Budget” (copyrighted) contains the best com- 
mon-sense suggestions for Home-makers and comfort seekers. Thousands 
of clever women contribute to this department. 


Comfort’s ** Kitchen Chats» (copyrighted) convey in simple, nut- 
shell form such happy hints on “* How to Live”’ as every sister, sweetheart, 
and mother is glad to receive. 


Comfort’s ** What Women Wearand How to Make It Depart- 
ment (copyrighted) gives that practical, profitable information about dress 
which every woman wants. Its clever illustrations form a special feature. 


Comfort’s *‘Aunt Minerva Chats” (co hted) present prize 
monogram chats from every section and State of the Union. Over twenty- 
three thousand men and women have contributed to these chats. 


Comfort’s *‘ Kinsabby Comicalities® (copyrighted) are calculated 
to excite the risibles of all who don’t mind viewing the world through 
comic spectacles. 


Comfort’s ** Children’s Circle % (copyrighted) carries tidin, 
fort and joy to the little folks. The Circle makes good children 
cures many cases of spoiled child. 


of com- 
tter and 


Comfort’s Circulation will reach the Two Million mark during 1893, 
over 2,000 new paid-up subscribers are now being received daily,) and another 
,000 press is under way to meet demands. 


Comfort’s rates will be increased in 1893 and advertisers who are fond of the good things of 
life will save money by contracting NOW. 


Space of responsible agents, or of THE GANNETT & MORSE CONCERN, 
Publishers, Augusta, Maine. Boston Office, 228 Devonshire Street. New 
York Office, 23 Park Row. 
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“THEY ARE WEAK 


AND YIELD EASILY” 


says Col. Elliott F. Shepard of 
advertising agents. Evidently the 
editor of the New York Mazl and 
Express has had experience with 
only one sort of agent. 


THE GOOD ADVERTISING AGENT 



















































has his customer’s best interests at 
heart. He does not “yield easily” 
to the solicitations of plausible 
schemers. A good agent will find 
many ways of saving money for his 
client. A bad one is a most expen- 
sive luxury. 


IF WE HAD THE OPPORTUNITY 


we might be able to point out to you 
how we could be of much mutual 
service. At all events, it will cost 
you nothing to talk the matter over 
with us. 


The special advantages of our agency are. 


1. A thorough knowledge of mediums based on the ex- 
perience of a quarter of a century. 


2. A perfect office system for handling and keeping track of 
the business entrusted to us. 


3. Experience gained in placing orders for many of the larg- 
est and most suceessful advertisers. 


4. A reputation among the newspapers for prompt payment 
and straightforward dealing, which gives us an undoubted 
advantage in the matter of prices. 


THE GEO. P. ROWELL ADVG. CO., 
10 Spruce Street, ~ - - New York. 
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pep-BUT ONE WEEK LEFT 


We guaranteed to prove an average circulation of 400,000 
copies weekly for Boyce’s List—(The Saturday Blade, Chicago 


mae- 10 RESERVE SPACE Soe 


Ledger and Chicago World)—for 1892. The rate for the 
three papers is now $1.60 per line. 


pee IN BOYCE’S LIST See 


We guarantee 500,000 copies weekly for 1893, an advance of 
25 per cent. Our rates will advance likewise 25 per cent on 
January 1st ; but you are privileged to reserve space to be used 


Bae~AT PRESENT RATES, “3a 


during 1893 at the present rates—$1.60 per line—thus getting 
the increased circulation without the increase in price. 
Any advertisement discontinued at any time at pro rata rate. 


pee 25 per cent ADVANCE See 


No discount for A or space. Circulation PROVED by P. O. 
receipts. Send in your order to reserve space, or have your 
agency do it for you. 


Bae~ JANUARY Ist, 1893, See 


No order for reserve space recognized after Dec. 31st, 1892, 
—-- 


CBOYCE’S LIST OF BIG WEEKLIES.°) 


1892. 
400 000 Copies Proved 500, 000 Copies 
Toe ina” | Circulation | as 


$1.60 per line. poy = per line. 


The Saturday Blade, Chicago Ledger, Chicago World 


W. D. BOYCE, Chicago. 
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Do You Want 


The People of 
Utah 


WG Idaho, 
ZAIN Nevada, 


Wyoming 
to know 


Who you are 


Where you are 
What you sell @ 


The Salt > 
‘ae | ribune 
The only paper between Denver 


and San Francisco that issues 
every day in the week, 





Reaches and interests more people of the 
various professions, trades and vocations than 
all the other papers in the Territory combined. 


This is loud talk, but it is the 
disrobed truth and susceptible of 
proof every day in the year. 


Do you desire, a /a Chauncey, 


To Tell Your Story ? 


S.C. ¢. BECKWITH, 


Ma Tribune Building, NEW YORK 


Sole Agent for Foreign Advertising, - - - - - 
509 “The Rookery,”” CHICAGO. 
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“I freely say that THE REPUBLICAN is regarded in the East as the 


Representative 
Newspaper 
of the West 


outside of St. Louis or Chicago. It is the only paper that COR- 
RECTLY STATES ITS CIRCULATION.”—G. P. ROWELL. 




















YE Mr. RowELt, and you could have added that in 
9 the Golden State of Colorado there is no paper 
that so thoroughly covers the locality as the 


DENVER REPUBLICAN 


No fertilizers or forced processes are used to pro- 
duce a feverish hot-house circulation; but, like 
the sturdy giant oak, it is of a steady, natural, 
healthy growth. 





Have you an articleabout 





which you want to tell the 





people of Colorado 








THE PLAIN TRUTH? 








THe DENVER REPUBLICAN will tell your story better, more 
quickly and to fifty per cent more readers than any other Denver 
daily or weekly. 


Circulation: 18,855 Daily. 
ees 23,850 Sunday. 
an eee 6,550 Weekly. 








Ss. C. BECK WITH, 


48 Tribune Building, NEW YORK. 
Sole Agent for Foreign Advertising, . « . + - | 609 “The Rookery,” CHICAGO. 


























PRINTERS’ INK. 





Persons who intend 
Advertising in PRINTERS’ INK 
On yearly contract in 1893, 

At one-third discound 


From current rates 


Vita 

Will observe 
Whith aoertlers 
Wor. 

That 

‘We do not promise 






To accept advertisement 
Orders’ 
At the reduced rate 


After January Ist. 





Address all communications to 
GEO, f) ROWELL &,.CO., 
‘Publishers, 

19 Spruce St., New York, 
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CONGRESS TO ACT. 


QUTRAGE AND FAVORITISM tat the aut 
ing those 


ALLEGED. 


An Investigation Demanded of Wan- 
amaker’s Unjust Discriminations 
Against Trade Papers. 


On Dec. 13th, action was taken in Con- 
gress with regard to Mr, Wanamaker’s noto- 
riously un‘air rulings in excluding legitimate 
publications from the second-class mails, ‘he 
best account of the proceedings that we have 
as yet seen appears in Geo. W. + mg on ag 
the Public Ledger of Philadelphia. This is 
as follows: 

“Mr, Amos J. Cummings, New York, 
offered for reference a resolution reciting 
an editorial in the New York Sux of the 

-, ult., headed ‘ Outrage by the Post-of- 

This editorial charges that clerks in the 
Departanent at Washington are ia the habit of 
excluding newspapers from the privilege of 
being carried in the mails as second. mat- 
ter without previous notice tothe publisher 
that such action is intended; and further, that 
“it has been discovered that there are persons 
residing at the national capital who will at- 
tempt the adjustment of difficulties of this 
sort for money consideration, and seek em- 
ew on the score of influence possessed 
with persons occupying | responsible positions. 

‘““And whereas,’ continues the resolution, 
“itis further stated in said editorial article 
that the ostensible reason for interference with 
the distribution of trade journals isa desire to 
keep the mails from being loaded down with 
advertising matter for which the people have 
not subscribed, yet, during the months 
that preceded the election, many million 
campaign documents were carried in the mails 
at rates not allowed to publications issued for 
business purposes, or in the interest of such 
causes as temperance or religion. ” Tt is again 
recited that *‘men holding important offices 
under the Administration have received the 
same privileges permitted tocampaign com- 
mittees, but pronounced illegal when ordinary 
citizens would seek for them. The Post- 
master-General and the Superintendent of the 
Census have each taken personal advantage of 
the opportunity to use the mails in a manner 
that the Department pronounces illegal for 2% 
other citizens. 

“It is resolved, That the committee on 
Post-offices and Post-roads be directed to in- 
vestigate the charges above set forth, and to 
that end call before them the Hon. John 
Wanamaker, Postmaster-General of the 
United States, and demand an explanation 
thereof.” 

a ee 


APPEALS TO HIS CONGRESSMAN. 
, Ohio, 12th December, °92. 


CLEVELAND, 
Hon. T. L. Johnson, Washington, D. C.: 
HONORABLE se 4 to you a brief cir- 


gards the ind eceneal f nN yt] eae nd- 
le Ness 01 oe 

class matter, we would ask that you Kindly se ave 

“— subject serious ay ay 


circular originates from Messrs. Geo. P. 
pape | & Co., pab ers of the technical jour- 
called 5 Ae and which Fen | 
we bag 0 e veritas ublic w 
the Iie school is to the general Sublic, 








855 


Printers’ Ink has been ruled or denied 
the privileges of second-class rates, 
which is -—¥ —_ ven to all technical trade 
qompnals, om ane of ite class can live 
withou int mating vilege. 
as ruled out must be from the fact 
that authorities who have ruled 










pte ty write z< with 

corrected, and that b; 

r legislation ra . a PRINTERS’ INK 

xo as a technical trad: ty be restored. 
rely yours, 


——+o- 


WHAT'S THE P. O. D. FOR? 


INDIANAPOLIS, Ind., Dec. 8, 1892. 

Geo. P. Rowell & Co. : 
~~ — —Upon your suggestion. 
Mr. Wanamaker. 2 enclose copy of” the letter, 
also the ~ J which your friend Hazen sent me. 
It certainly me that question I 
asked is one which 1 itis within the provines of 
the Post-Office De: nt to er. The De- 


pro posed com ntract 
it does not it is ys If it does know 
and refuses to give a citizen the information 
“that will do the subject 


justice. 

The Post-Office on Departmen it in this case cap cages 
me to lose a $100 ad contract. 
whole business leads me to exc. with “ Truth. 
ful James” 


«Do I sleept Do I dreamt 


Or is visions about ? 
Is our civilization a failure? 
Or is the Caucasian played out!” 
Yours in 


ry, 
CHARLES A. BATES. 


INDIANAPOLIS, Ind., Dec. 2, 1892. 
John Wanamaker, Postmaster-General : 
DEAR Str—Recently I wrote to the publishers 
of NK seeking a renewal of a con- 
tract, by which Lae, iast year, about $100 worth 
of adv and received in  eraen ent there- 
for qubscript ions to PRINTERS’ 
it to Sosleans men here ith bay 
ments and proved to be a profitable investment. 
Row ell & Co. write me to say that the Li 
new the ae for ra 
Wi r’s assurance that it bay not —— 
dice their right to to readmission to the mails at 
second-class ra’ 
assurance ij trust you can give me,as Iam 
anxious to close up the contract. 
I have, as do most oa, | to run ute a 
umber of ads. garieg the y and he 
price in trade of various kinds. 1 do not know 
Se cagting ia OS seg Es comes as oo > be- 
6 same mo es: cash as d yy : fi 
ng pay in —- way for Scribner’s 
Ci Arena, Cinc' i Prt. 
jon (six ey wy! ‘and several other publications, 
Trust! ‘ou can give me the desired as- 
surance 80 . may conclude this deal at once, 
Yours respectfully, 


Tam, 
’ CHARLES A. BarEs. 





Post-OFrFIcE DEPARTMENT, 
bes of the Third Assistant Postmaster- | 
General, WasHINGTON, D. C., Dec. 6, 1892. 
Mr. Chas. A. Bates, Indianapolis, Ind. - 
a wi letter of Lg ot a. Nyy | 

e rei a Pima 

contract with L's "publishers of PRINTERS Liked 
m rece: 

In reply, I “ leave to yt, = while the De- 
partment has jurisdiction over the classification 
of periodical publications, ¢ it it has no et to 
The pu publishers and their patr therefo! 
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Journal——__—-Comrlet-m--—= Democrat. 


Ph 25. «a 


The Courier-Journal 





At 21 Lincoln was a r’s clerk at New Salem, Ill. * 
4 was while young Lincoln was en ed in Offutt’s pet 
t he commenced the study of lish grammar. He 
walked eight miles to borrow a text-boo! = 's Gram- 
* * Dur po hye year (1831) he was also much engaged 
with debati often walking six or seven miles to at- 
tend them. One of these clubs held its meetings at an old 
store-house in New Salem, and the first speech young 
Lincoln ever made was made there. His favorite newspaper 
at — Lome =o ~ a oa some a paper — ich he 
received regular mail, and paid for a number of years e 
when he had mot many enough to dress decently.—From £0. D. PRENTICE, 1830-70. 
Holland’s Life of Abraham Lincoln, page 46. 


Is not the above little extract an object-lesson? Consider 
the personality, the life and work of Lincoln! The indelible 
impress of that one silent newspaper, now 


The Louisville Courier-Journal, 


marked through him the course and strength of the Republic 
for a thousand years. Neither the London Zimes nor any other 
newspaper in the world ever wielded such an influence. 


KNOWN CIRCULATION, * * * * * 





DAILY, SUNDAY, 


25,000 37,000 





W. N. HALDEMAN, 1840— 


x * & « * * * WEEKLY, 123,000 





Do you suppose that a newspaper which has educated 
Presidents and moulded a Nation’s policy, the advertisements 
therein do not make a strong impression ? 

Would great advertisers, men who handle millions, pay for 
omnes | in this paper if they did not make a profit on the outlay ? 

One who has made a million dollars by ad- 
vertising is generally a pretty bright man; if 
you think he isn’t, when you next meet one 
try and give him some “ points,” 

You will probably retire from his presence 
amore modest man, and you may realize this 
truth, that—Advertising in Newspapers of Known 
Circulation Means Business Success. 


. A. FRANK RICHARDSON, 
HENRY WATTERSON, 1868— Tribune Building, New York. | Chamber of Commerce, Chicago. 
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